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1. Introduction
T his study has a single aim: to enable the practicing CPA to com­
pare his major expense items with those of other CPAs who are 
practicing under similar circumstances.
Admittedly, this is a modest objective. But this information, 
gathered from a thousand accounting firms, has never before been 
available, on such a scale, to members of the profession.
Every practitioner is aware that a fee for professional services 
must not only recover the costs directly attributable to the engage­
ment; it must also cover a portion of the accounting firm’s overhead 
expenses. Consequently, the relationship between fees and costs is 
important in establishing the degree of financial success which indi­
vidual practitioners or partners can expect from their practices. 
Moreover, since expenses form the basis for computing the over­
head factor in the hourly or per diem rates, they affect the amount 
of revenue derived from fees—as well as the net results.
No two accounting firms, of course, are exactly alike. Any 
analysis of an accounting firm’s total costs must recognize these in­
evitable differences. Accordingly, in designing the survey upon 
which this bulletin is based, care was taken to isolate the variations 
in accounting practices which might directly affect the results.
One point must be heavily underscored. This booklet is con­
cerned solely with out-of-pocket expenses. It does not cover the 
time devoted to various aspects of a practice. The decision to ex­
clude time costs was dictated in part by the difficulty of measuring 
such costs and by the wide variations among firms in their methods 
of computing them. Nonetheless, if this omission is not kept in mind, 
the results may prove misleading. The financial investment in sup­
plementary professional training, for example, may appear deplor­
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ably low—and, in fact, it may be far too low in comparison with 
the amount invested by other professions; but the dollars-and-cents 
contribution to this area of accounting practice is not a realistic 
measure of the costs of professional development. The major ex­
pense, of course, would have to be stated in terms of time.
This report is divided into two sections. The first part highlights 
the significant facts uncovered in the survey, and briefly discusses 
variations which exist among different size offices in cities of vary­
ing population. The appendix includes a series of tables showing 
the median and middle 50% ranges for each expense. Offices are 
also grouped in these tables according to those population areas 
which, on analysis, appeared to contain any significant differences.
No practitioner can expect that his expenses will be identical 
with the “typical” response of his group for every item of cost. Nor 
does the fact that the “typical” office within each group shows a 
certain distribution of expenses mean that this situation is ideal.
However, the practicing accountant can be guided by the pat­
tern existing among offices of similar size. By comparing his net 
income percentage to his group, he has a gauge of the relative 
profitability of his office. Even if his net income compares favor­
ably, he should examine his major expenses in the light of those 
of his colleagues. Some expenses may vary widely from the middle 
50% range, and still be satisfactory under the circumstances. 
But where this situation exists, the practitioner naturally should 
attempt to uncover the reasons for the differences. For example, an 
unusually low salary expense may indicate comparatively low staff 
compensation, or the firm may be employing lower quality person­
nel than is generally found in firms of comparable size.
By using these patterns of existing practice as a frame of refer­
ence, the initial steps in effective cost control can be undertaken by 
individual offices. This helps insure that fees are based on costs 
which are fair to the client and yet yield the return needed for the 
firm to maintain a sound financial position and to provide adequate 
compensation to the partners and the staff.
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2. Summary of Survey Results
Method of Survey
Before summarizing the results, a word about the methods used:
A questionnaire was mailed at the end of 1958 to a nationwide 
random sample of 3,300 offices of local and regional firms repre­
sented in the Institute’s membership. National firms were not in­
cluded because the practice of these firms in centralizing some ac­
tivities, in apportioning certain expenses among branch offices and 
in using various methods to determine office income based on inter­
office billings would have distorted the results.
The questionnaire (see appendix page 40) requested that ex­
pense items be expressed as a percentage of gross fees and be lim­
ited to those amounts which were not directly reimbursed by clients. 
No attempt was made to design the questionnaire in the form of 
a model chart of accounts because of the different classifications 
used by accounting firms—though this study could encourage such 
an effort. It did not appear feasible for the respondent offices to 
adjust their figures to reflect a number of relatively small non-con­
forming items. However, the questionnaire sought information on 
the major or commonly used expense classifications within each of 
four functional categories:
1. Staff compensation and other direct labor costs.
2. Professional development.
3. Client and public relations.
4. Office and administrative expenses.
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Supplementary information on net income and the fee produc­
tion of partners, professional and clerical staffs was also requested.
There were 1,046 usable replies. They include about 10% 
of all the firms represented in the membership of the Institute. As 
nearly as can be determined, the number of respondent firms within 
each major size classification are in rough proportion to their dis­
tribution within the membership (see pages 24-25 of the appendix 
for the detailed breakdown of replies).
In an effort to determine the significance of variations that 
might be traceable to geographic regions or other factors, prelim­
inary analysis was made of basic groups within each of these clas­
sifications. No significant differences existed among the regional 
areas—other factors being similar. Wide fluctuations appeared 
among offices in the different gross fee classifications. Gross fees 
are, of course, dependent on the number of personnel but variations 
appeared to be more closely correlated with office size than the 
actual amount of fees. The population of the community in which 
respondents are located appeared to have some significance in cer­
tain respects.
Accordingly, the summary analyses were made on the basis of 
office and community size. However, tables showing the distribu­
tion of replies according to region and gross fee classifications, 
appear on page 24 of the appendix.
Cash Versus Accrual Basis of Accounting
Evidently the great majority of firms feel that the advantage 
of paying income taxes only on cash received outweighs the more 
accurate portrayal of the financial condition of the practice which 
results from the accrual basis of accounting—for 73% of the of­
fices keep their books on a cash basis. It is true that some firms 
maintain their records on both bases, but the extent of this practice 
was not determined. However, there is a greater tendency for the 
larger firms to employ the accrual method. Figure 1 shows the 
distribution of the cash, accrual and hybrid bases of accounting 
among offices of different sizes.
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Fee Production—Partners and Individual Practitioners
The percentage of gross fees attributable to the personal pro­
duction of partners or practitioners varies widely according to the 
composition of the organization, the ratio of staff to principals and 
the total personnel in the office.
However, in even the largest offices, the chargeable time of 
partners is a significant part of gross income. The smallest per­
centage is found in offices with more than six partners in cities of 
over a half-million population. Here the median contribution to 
gross fees is about 20%, with somewhat larger percentages occur­
ring in those few offices of this size found in smaller cities.
At the other end of the scale is the individual practitioner with­
out any full-time professional staff whose income is entirely, or 
almost entirely, derived from his personal fees. Individual prac­
titioners with from one to four staff accountants personally con­
tribute from 45 to 50 per cent of the fees and there appears to be 
no relation to the size of the community in this instance.
FIGURE 1
Accounting Basis According to Size of Office
Accounting Basis
Size of Office Cash Accrual Hybrid Total
Sole practitioner 
(no staff) .................... . .  88.4% 9.1% 2.5% 100.0%
Sole practitioner 
(1 to 4 s ta f f ) .............. . .  79.7 17.5 2.8 100.0
Sole practitioner
(5 or more staff) ___ .. 79.5 20.5 __ 100.0
Two-three partners 
(less than 5 staff) . . . . . .  72.6 23.0 4.4 100.0
Two-three partners 
(5 or more staff) . . . . .. 56.8 36.3 6.9 100.0
Four-six partners
(less than 20 staff) .. . .  43.3 44.8 11.9 100.0
Four-six partners
(20 or more staff) . . . . .  33.3 53.4 13.3 100.0
Over six partners
(less than 20 staff) .. . .  33.3 50.0 16.7 100.0
Over six partners
(20 or more staff) . .. ., 25.0 68.8 6.2 100.0
Total all offices.......... . .  73.5% 22.2% 4.3% 100.0%
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Partners in two or three partner offices account for a median 
of 65% of the fees where fewer than five staff men are employed 
and 35% of the fees in offices with five or more accountant em­
ployees. The partners’ contribution of the latter group generally 
runs slightly less than the median in the larger cities. However, 
this may be due more to variations in the size of staff than to com­
munity population.
In the four to six partner offices, those with less than 20 staff 
men have a median contribution to fees by partners of 54%, with
FIGURE 2
Median Fees Billed for Principals and Accounting Staff 
(as a percentage of total office fees)
75%
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somewhat less than 30% representing the median for such firms 
with larger staffs.
Fee Production— Staff Accountants
Naturally the percentage fee production of staff accountants 
is roughly inversely proportional to the productivity of the partners. 
Perhaps the most significant feature here is the relationship between 
staff salaries and staff billings. None of the firms interviewed for 
Bulletin No. 3, The Difficult Art of Setting Fees, felt that the billing 
rate for a staff accountant should be less than twice his direct salary 
cost. And many said it should be higher. Yet, many of the re­
spondents to this survey indicate that the fees produced by their 
staff accountants are less than double the salary costs (see Figure 3). 
Although there are a number of exceptions in all groups of offices, 
only the larger firms in the larger cities consistently were able to 
keep their staff salary costs at or below 50% of staff fees produced. 
The general pattern seems to be for staff salary costs to run approxi­
mately 55% of the fees for staff services.
FIGURE 3
Median Breakdown of Staff Billings 
Between Salaries and Overhead Profit
65%
Accounting staff salaries Available for overhead & profit
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This suggests that fees for staff members in general may be 
too low in relation to their salaries; that the staff may not be util­
ized to optimum advantage; or a combination of the two.
Fee Production—-<Office and Clerical Assistants
Although the non-professional staff of an accounting office 
usually is not a direct producer of substantial fees, there appears 
to be a continuing trend to bill clients directly for some of the serv­
ices performed by these employees.
Until the last few years, the salaries of general office employees 
were considered to be strictly an overhead item by many firms. 
However, recent studies conducted by several state societies have 
shown that somewhat over half the firms made some charge for 
certain non-professional work. This survey indicates that over 
three quarters of the offices in most of the size classifications now 
have some such arrangement. Usually, these billings enable the 
firms to recover 60% or more of all non-professional salary costs.
The fee contribution of clerical services, such as typing reports, 
handling confirmations, etc., generally accounts for about 5% 
of gross fees, for most office size groups. Exceptions are the indi­
vidual practitioner without professional staff and the largest offices, 
where the medians are somewhat lower. The percentage fee pro­
duction of these employees tends to decrease in the larger cities 
for office groups of comparable size.
General office salaries tend to remain a relatively constant per­
centage of fees, regardless of the size of the office. Except for sole 
practitioners with no staff accountants, who often have no more 
than part-time clerical assistance, these salaries usually range from 
7.5% to 8.5% of the gross fees.
Professional Development
Three groups of expense items were included under this broad 
classification: professional dues and meetings, publications and 
training.
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Individual practitioners devote about 2.3% of their incomes 
to the general area of professional development, the bulk of it rep­
resenting the costs of tax services and other publications. Overall 
professional development expenses in small and large partnerships 
are roughly 1.5% of gross fees, with professional dues and 
meeting expenses running somewhat higher than tax and other 
publications in the larger offices. However, practices of individual 
offices vary widely as evidenced by the ranges encountered in the 
middle 50% of the offices (that is, the 25th and 75th percentiles). 
In some groups it varies as much as 300% and in some categories 
the upper limit of the range is almost 100% higher than the median.
These are the breakdowns within each of the sub-categories:
Professional Dues and Meetings—Medians for the various 
groups surveyed range from 0.2% to 1.9% of gross fees. Except 
for individual practitioners with no accounting staff, who usually 
spend about 1% of their incomes on professional dues and meet­
ings, the typical office in most other classifications stated that about 
0.5% of their income goes for this purpose. This holds true, re­
gardless of office size. The relative constancy of this figure may 
be due, in part, to the increasing tendency of many firms to pay 
the dues and expenses for their staff and partners. In the case of 
two small groups of medium size firms (about 50 in all) who were 
recently asked this question, over two-thirds indicated that they 
pay professional dues for partners and staff.
Tax Services, Books and Subscriptions—Probably because of 
the minimum requirements of all practicing CPAs for tax services 
and professional publications, the smallest offices devoted a larger 
proportion of their income than did the larger. Individual prac­
titioners without staff reported that 1.6% of their gross fees is spent 
for such publications; about 1 % was cited by other individual prac­
titioners and two or three partner firms. Although the larger firms 
show a decline in the proportionate amount, this frequently repre­
sents a much greater dollar investment.
The fact that good reference libraries are more readily found 
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in larger cities seems to have little effect on this expense. Vari­
ations appear to be almost wholly traceable to firm size.
Staff Training and Special Study—The great majority of the 
firms with less than four to six partners and more than 20 staff 
accountants have virtually no direct expenses in the area of staff 
training, special study (partners and staff) and other professional 
developmental activity, outside of professional society meetings. 
In only 25% of these smaller firms do such expenses exceed one- 
tenth of one per cent of the gross fees. This figure represents the 
median for the larger firms where the 75th percentile point is about 
half of one per cent. As emphasized in the introduction, these fig­
ures include only out-of-pocket expenses and do not reflect the 
time spent by partners and senior staff members in training the 
younger members of the staff. Time is, of course, the major invest­
ment in any such training program. However, the results indicate 
that most firms have relatively little money directly invested in 
special study for either partners or staff.
Client and Public Relations Expenses
How much of an office’s income is spent directly on client rela­
tions and efforts to become known favorably in the community?
Here again, much of this activity is not found in an expense 
statement, for the largest investment is in time—often on the part­
ners’ or employees’ “own” time. However, the direct expenses 
associated with entertainment, dissemination of material to clients, 
costs of membership in non-professional organizations borne by 
the firm, and similar items give some indication of a firm’s activity 
in this area.
Individual practitioners have the highest proportionate ex­
penditure (2.3% for those without staff and 1.9% for those with 
one to four staff members) and the offices with more than six part­
ners and 20 staff men have the least (1 .1% ). Most of the other 
office groups fall about midway between these two extremes.
Respondent offices were also asked to indicate the percentage
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of gross fees which represented contributions. Policies regarding 
contributions in the name of the firm and those of individual part­
ners varied so widely that the resulting figures had no significance. 
In some offices it is evidently the practice to make substantial con­
tributions to certain organizations and charities—usually those of 
a civic nature—in the name of the firm, with the individual part­
ners making other personal contributions. In others, all contribu­
tions are made personally by the partners.
Office and Administrative Expenses
The remaining costs fall within this category. They are pri­
marily those which have to do with the accountant’s “plant and 
equipment” and the related expenses of maintaining a practice. 
However, automobile and other travel expenses are also included. 
Individual items are shown in the appendix tables. Only those 
which might be considered the most significant are discussed here.
Occupancy Expense—Except for salaries, occupancy charges 
represent the largest group of expenses for an accounting practice. 
These charges are composed of different elements, depending on 
whether the quarters are leased or owned by the firm. Therefore, 
only a single figure, which would represent the entire cost of office 
space, was sought to facilitate comparisons. Respondent offices 
were asked to give the total charges for rent, leasehold improve­
ments and utilities; or depreciation, maintenance, taxes, interest 
and insurance for offices owned by the firm.
The individual practitioner without accounting assistants pays 
proportionately more for occupancy costs— almost six per cent of 
his income—than do the other groups. He also shows the widest 
range between the 25th and 75th percentile points (from 3.8% 
to 8.4). However, there are smaller fluctuations in occupancy 
costs among all groups of offices than in any other expense, except 
salaries.
As office size increases, this expense becomes a smaller per­
centage, but is by no means proportionate to the number of per­
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sonnel. The spread within the middle 50%, tends to narrow until 
there is only one per cent difference in the over six partner office 
group. The median is 3.8% and the 75th percentile is 4.2%.
The occupancy charges, as a per cent of fees for each office size, 
is shown in Figure 4.
FIGURE 4
Occupancy Expense as a Percentage of Gross Fees
Middle 50% 
Range
Median From To
Individual practitioner
(no staff) .......................... ..........  5.9% 3.8% 8.4%
Individual practitioner
(with staff) ...................... .......... 4.8 3.5 6.2
Two-three partners
(less than 5 staff) .......... ..........  4.6 3.1 5.9
Two-three partners
(5 or more staff) ............ ..........  4.1 3.2 5.5
Four-six partners
(less than 20 s ta f f ) .......... .......... 4.5 3.1 5.5
Four-six partners
(20 or more staff) .......... ..........  4.0 3.1 4.9
Over six p a rtn e rs .................... ..........  3.8 3.3 4.2
These figures indicate that more than three-quarters of the 
offices of all sizes find that a minimum of 3% of gross fees must 
be devoted to office space, regardless of the amount of total income.
Size of community appears to have some limited bearing on 
occupancy expense. The small partnership offices and individual 
practitioners, which are the only groups consistently found in 
cities of all sizes, generally spend more of their income on occu­
pancy in the larger cities than in the smaller. However, in cities of 
over a million population, this percentage tends to drop somewhat.
Perhaps the most significant fact is that the median occupancy 
expense for every office size group is higher in cities of 500,000- 
1,000,000 than the median for these groups as a whole. Does 
this suggest that the costs of offices and utilities in these cities are 
generally higher than comparable quarters in cities of other sizes?
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Or, is there a greater concentration of accounting offices in the 
“first-class” office buildings of these cities than is true in other 
communities?
Office Supplies and Expense—The costs of office supplies gen­
erally remain a constant proportion of gross fees, regardless of 
the office size. This constancy is illustrated by the fact that the 
medians for each office size do not vary by more than a few tenths 
of a per cent, with most of them at 2%. What differences were 
noted occur among the smaller individual practitioner and two or 
three partner offices with less than five staff members. Here, 
medians are slightly higher. Even these variations appear to result 
partly from differences in community size, for a larger proportion 
of the smaller firms are found in smaller cities. However, in com­
paring various office sizes within the same population areas, these 
smaller firms tended to run several tenths of a per cent higher.
Generally speaking, offices of all sizes in the smaller cities, espe­
cially those under 100,000, tend to run about 30% higher than 
the overall median. Offices in cities of over one million are usually 
appreciably less than the median— about 1.6% for all groups. 
The smallest offices were an exception and 2% is typical in these 
cases.
The replies to this question indicate “normal” distribution, with 
the middle 50% range running from 1.5% to 3% in most cases— 
except in cities of over one million where the range was several 
tenths less at both the upper and lower limits. The same is true 
for the largest firms, which are concentrated in cities of this size.
Telephone and Telegraph— Percentage expenditure for these 
services vary inversely with the size of the offices. The medians 
ranged from a high of 1.8% of the income of sole practitioners’ 
without staff down to 0.7% for offices with over six partners and 
more than 20 staff members.
About 25% of the individual practitioners spend more than 
3% of their income on these services; few of the largest firms are 
much above the medians for their groups.
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Community size does not appear to have any significant effect 
on the expenses in this category.
Automobile Expense—This is a major item only with smaller 
firms. In the case of individual practitioners without staff, auto­
mobile expenses (including depreciation) are equal to clerical 
salary and occupancy expenses. They amount to almost 6% of 
their gross fees. This figure falls off rapidly in the larger office 
groups to a median of three-tenths of one per cent in offices with 
four to six partners and more than 20 staff. Few of the offices in 
the over six partner category indicate any expense of this item and 
the same is true for over 25% of the two-three partner groups with 
more than five staff and the four-six partner offices.
Although it might be expected that automobile expenses would 
be less in the large cities, because of the local concentration of 
clients and better public transportation, such was not the case. 
Community size bears little or no relationship to this expense item.
Depreciation—Except for the offices in the largest size group, 
where the median is about one half of one per cent, the midpoint 
for the offices surveyed is about 1% of their gross fees, regard­
less of their size. However, the median points for each group tend 
to get progressively lower, as city size increases. Frequently the 
medians for each office size in cities with over one million people 
are almost 50% lower than for the office size group as a whole. 
Although the great majority of offices in most of the office size 
groups have some depreciation charges, more than 25% of the 
smallest and largest offices in cities over a million population show 
no such charge.
Insurance—This category is confined to types of insurance car­
ried for the protection of the firm such as comprehensive and ac­
countant’s liability, valuable papers, and other protection. It does 
not include the various forms of employee benefit insurance. These 
are included under staff compensation expenses.
Accounting offices generally spend about the same proportion 
of their income on insurance, irrespective of the number of per- 
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sonnel or the size of the city in which the practice is located. The 
median for each group is about four-tenths of one per cent. How­
ever, the smaller offices show a much wider range than the other 
firms. A number of them spend appreciably more than the general 
median, but there is a greater tendency among these smaller offices 
to carry no insurance of this type. More than 35% of the sole 
practitioners without staff in cities over 25,000 have none.
Other Expenses—About 1.5% of gross fee income of many 
offices is devoted to such expenses as equipment maintenance, 
travel (other than automobile), taxes (other than income, or pay­
roll), costs of outside services (including legal counsel) and items 
not specifically covered by the survey. These expenses tend to run 
somewhat lower for individual practitioners and a little higher for 
offices with more than six partners.
Some of the findings on specific items are:
Equipment maintenance generally runs between two and three 
tenths of one per cent; less for practitioners without staff.
Travel expenses vary appreciably among the offices, without 
much relation to size of office or community, but they rarely exceed 
one per cent. The variations may be due to different practices in 
billing clients for these items and the fact that some offices carry 
this expense under the purpose for which it is incurred.
Taxes other than income or payroll are insignificant, but tend 
to maintain a one-tenth of one per cent proportion for all offices 
except the largest ones, where the median was double that of the 
other offices.
Legal and other outside services are rarely employed in the 
operation of an accounting practice. Only a small number of the 
offices indicate such an expense—and generally it is an insignificant 
item.
Net Income
After the staff is compensated, the rent paid and other creditors 
satisfied, the balance of the income reverts to the partners or prac-
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titioner. Excluding the matter of income taxes, what percentage 
of net income can various size offices expect from their practices?
As would be expected the ratio of partners to staff has the most 
significant bearing on this point, since the net includes partners’ 
salaries or drawings. However, there is a fairly large spread within 
the middle 50% range in most groups. This indicates that a number 
of firms are not only able to achieve a substantially higher yield 
than others of similar size, but they also show a better percentage 
result than some offices in other size groups where the ratio of 
partners to staff is lower. (See Figure 5.)
Some variations in net income percentage are found among 
similar offices in different size communities. Most notably: the 
medians for sole practitioners were the lowest in the smaller cities, 
especially those under 50,000, and highest in cities with popula­
tions over one million. On the other hand, firms with two to six 
partners generally have higher net income percentages in the small 
communities and less in cities of over one million population. This 
may be due to variations in the type of practices conducted by the 
offices in different size communities.
Offices vary widely in the methods of distributing net income 
among the partners. Some apportion the entire amount on the basis 
of the profit sharing interest of the partners, with each partner’s 
drawings deducted from his share. Others pay nominal salaries after 
which profits are shared. A third group pays rather generous sal­
aries, which bear some relation to the partner’s contribution to the 
firm. Generally, the major portion of net income is paid out in 
salaries in these latter cases and the salary therefore represents a 
substantial portion of a partner’s total compensation. About two 
thirds of the firms interviewed for Bulletin No. 7, Selection and 
Admission of New Partners, stated that their partners were com­
pensated on a salary plus percentage of net earnings, after salaries. 
Although only 50 firms were involved in that study, this percentage 
appears to be verified through the results of this survey. About 68% 
of the firms with four or more partners deduct salaries before ap­
plying profit sharing percentages.
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FIGURE 6
Where the Fee Dollar Goes 
Sole Practitioners
Payroll Benefits
3.5¢ Professional Development 
3.1¢ Client & Public Relations
Occupancy
No staff
Occupancy
Client & Public Relations 2.6¢ 
Professional Development 2.3¢
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FIGURE 6A
Where the Fee Dollar Goes 
Partnership Offices
2.1/ Professional Development 1.5/ Professional Development
2-3 Partners 
(Less than 5 staff)
2-3 Partners 
(5 or more staff)
1 . 7 Professional Development
4-6 Partners
1 .6 / Professional Development
over 6 Partners
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Conclusion
Many of the expense items discussed appear to fall into three 
basic categories, as they relate to the size of an accounting practice.
1. Those expenses which vary directly with the size of office; 
that is—the larger the office, the greater the proportion of income 
spent on the item. Only one type of expense—staff accountants’ 
salaries and other direct labor costs—falls into this category. This 
is also the largest expense item for most offices. However, this ex­
pense has a closer correlation with the partner-staff ratio than it 
does to the sheer number of personnel in the office.
2. Those expenses which vary inversely with the size of the 
office. Many of these are expenses which usually require a minimum 
dollar expenditure for every practice, and, although the dollar 
amounts frequently increase in the larger firms, they decline in 
proportion to the larger fee income. These items include tax serv­
ices and other publications, client and public relations expense, 
occupancy charges, telephone and telegraph, and automobile ex­
pense.
3. Those expenses which remain in fairly constant proportion 
to gross fees, regardless of office size. Within this group are: general 
office salaries, office supplies, depreciation (other than automobile), 
insurance, equipment maintenance, travel (other than automobile) 
and taxes (other than income and payroll). Professional dues and 
meetings generally fall in this category, although individual practi­
tioners spend a higher portion of their income on these items.
The population of the community evidently has an effect on all 
offices in just two cases. Offices in cities with 500,000-1,000,000 
people tend to have a higher percentage of occupancy expense. 
Office supplies are generally proportionately higher in the small 
cities.
In reviewing the figures cited in this survey, it must be borne 
in mind that a smaller proportionate expenditure in a larger office 
rarely indicates a smaller dollar amount and in most cases is signif­
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icantly higher. For example, a firm which grosses $250,000 a year 
of which half of one per cent goes for tax services and other publica­
tions is still spending more than twice as much as a firm grossing 
$50,000 and spending one per cent of its income on these services.
This bulletin has not attempted to be an interpretative study. 
Although some of the facts are known, much information is lacking 
on the reasons why some expenses are incurred in certain propor­
tions. Obviously, some are rather inflexible and depend on the ex­
penditures for closely related items. Others are generally based on 
the size of the office or other factors, but vary widely among in­
dividual offices. Under these circumstances interpretation could be 
little more than speculation.
This study merely shows the common relationships of various 
items of expense to total fee income. These relationships which are 
brought out in the detailed tables in the appendix are important. 
An office’s net income percentage may appear to be satisfactory, 
but certain expenses may be disproportionately high, or low, when 
compared with similar practices. Although some of these variations 
from the “average” may be fully justified, the practitioner should 
be aware of their existence.
The experience of a large sample of representative offices, 
therefore, can meet the more limited—but nonetheless valuable— 
objective of providing comparative data against which the costs of 
a practice can be measured. This information provides practicing 
accountants with one more guide to the effective management of 
their offices.
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Appendix A
Distribution of Replies
TABLE NO. 1
Distribution of Replies by Geographic Region
Region No. %
New England (Me., N. H., Vt., Mass., R. I., C onn.)..........................  68 6.5
Middle East (Del., D. C., Md., N. J., N. Y., Penna., W. V a.)..........  255 24.4
Southeast (Ala., Ark., Fla., Ga., Ky., La., Miss., N. C., S. C.,
Tenn., Va.) .......................................................................................  176 16.8
Central (DI., Ind., Iowa, Mich., Minn., Mo., Ohio, W is.)..................  218 20.8
Northwest (Col., Idaho, Kan., Mont., Neb., N. D., S. D., Utah, Wyo.) 68 6.5
Southwest (Ariz., N. Mex., Okla., Tex.).............................................. 95 9.1
Far West (Cal., Nev., Ore., W ash.)...................................................... 166 15.9
L046 100.0
TABLE NO. 2
Distribution of Offices According to Gross Annual Fee Classification
Size of Office
Under
$25,000
Gross
$25,000-
50,000
Annual
$50,000-
100,000
Fee Classification 
$100,000- $250,000-
250,000 500,000
Over
$500,000 Total
% % % % % % %
Sole practitioner
(no staff) ................ 92.9 7.1 _ __ _ 100.0
Sole practitioner
(1 to 4 staff)............ 29.4 56.6 13.7 0.3 — — 100.0
Sole practitioner
(5 or more staff) . . . — 5.1 66.7 28.2 — — 100.0
Two-three partners 
(less than 5 staff). . . 4.7 44.5 48.0 2.6 — — 100.0
Two-three partners 
(5 or more staff) . . — 2.0 39.2 54.9 3.9 — 100.0
Four-six partners 
(less than 20 staff). . — __ 20.9 68.7 10.4 __ 100.0
Four-six partners
(20 or more staff) . . — — — 26.7 73.3 __ 100.0
Over six partners 
(less than 20 staff) . . — — — 50.0 50.0 — 100.0
Over six partners 
(20 or more staff) . . __ __ __ __ 37.5 62.5 100.0
All offices ................ 30.8 29.2 24.0 12.2 2.9 .9 100.0
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Appendix B
Income and Expense Distribution
(as a percentage of gross fees)
TABLE NO. 1
ALL OFFICES POP. UNDER 25,000 25,000—50,000
Middle 50% Middle 50% Middle 50%
Median Range Median Range Median Range
From To From To From To
Fee Production % % % % % % % % %
By partners ............................................ 98.8 86.2 100.0 99.0 80.0 100.0 92.5 89.6 100.0
By staff accountants.............................. 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
By office s ta ff .......................................... 0.7 0.0 8.3 0.0 0.0 16.1 7.5 0.0 10.3
Expense Items
Salaries, staff accountants...................... 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Salaries, office s ta f f ................................ 5.9 1.0 14.0 10.0 0.0 16.5 11.5 0.0 18.3
Employee benefits .................................. 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Payroll taxes and other costs................ 0.1 0.0 0.4 0.3 0.0 0.5 0.2 0.0 0.6
Total payroll and benefits.................. 7.3 0.2 17.2 11.3 0.0 19.7 12.0 0.0 19.1
Professional dues and meetings............ 0.9 0.5 1.3 0.9 0.5 1.2 0.8 0.5 1.4
Tax services, subscriptions, etc.............. 1.6 1.0 2.6 2.0 1.1 2.9 1.9 1.5 2.8
Staff training, special study, etc............. 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Total professional developm ent___ 2.7 1.8 4.1 3.2 1.8 4.8 3.1 2.3 4.8
Entertainment and other client
and public relations .......................... 2.3 0.8 4.7 1.1 0.3 3.2 1.4 0.8 2.8
Occupancy .............................................. 5.9 3.8 8.4 5.1 3.2 6.7 6.8 5.1 8.5
Office supplies ........................................ 2.4 1.6 3.7 2.8 1.6 4.0 2.2 1.5 3.7
Telephone and te legraph ...................... 1.8 1.1 2.7 1.8 1.1 2.5 1.6 1.4 2.1
Equipment maintenance........................ 0.1 0.0 0.4 0.1 0.0 0.3 0.4 0.0 0.6
Automobile (including depreciation).. 5.9 3.9 8.9 4.1 5.7 7.8 4.8 3.0 7.2
Travel ...................................................... 0.3 0.0 1.0 0.1 0.0 1.1 0.3 0.0 0.6
Depreciation .......................................... 1.0 0.3 1.9 2.0 1.1 3.2 1.9 0.9 3.1
Taxes (excluding income and payroll). 0.1 0.0 0.4 0.1 0.0 0.3 0.5 0.1 0.8
Insurance ................................................ 0.4 0.0 1.0 0.7 0.3 1.3 0.2 0.0 0.4
Outside services .................................... 0.0 0.0 0.1 0.0 0.0 0.0 0.0 0.0 0.0
Other office expense.............................. 0.6 0.3 1.9 0.6 0.0 1.2 1.4 0.4 2.0
Total office and administrative 
expense ............................................ 22.4 16.4 27.1 22.9 16.7 25.8 22.0 14.4 24.7
Net Income
Net income ............................................ 61.4 50.8 69.0 58.6 48.4 67.8 61.4 50.8 69.0
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Sole practitioner (no staff)
50,000—100,000 100,000—500,000 500,000—1,000,000 Over 1,000,000
Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range
From To From To From To From To
% % % % % % % % % % % %
95.0 80.0 100.0 100.0 82.8 100.0 100.0 93.6 100.0 100.0 90.0 100.0
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
2.0 0.0 20.0 0.0 0.0 10.0 0.0 0.0 0.5 0.0 0.0 1.0
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
9.5 1.2 12.6 9.8 0.0 17.7 3.0 0.0 14.0 0.0 0.0 9.5
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
0.1 0.0 0.5 0.1 0.0 0.5 0.0 0.0 0.3 0.0 0.0 0.2
10.0 1.3 14.0 11.2 0.4 20.2 5.0 0.0 14.9 1.7 0.0 15.0
1.1 0.8 1.4 1.0 0.5 1.6 1.0 0.5 1.5 0.9 0.5 1.0
2.0 1.3 3.5 1.8 0.9 2.5 1.5 1.0 2.9 1.2 0.8 2.0
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
3.8 2.5 4.6 3.0 1.8 4.0 2.1 1.9 4.7 2.0 1.5 3.3
2.9 0.8 5.6 2.5 0.8 5.5 2.5 0.8 6.2 2.8 1.0 4.5
6.1 3.6 7.5 6.0 4.0 8.4 6.6 2.8 10.0 5.7 4.0 8.9
2.5 1.7 3.4 2.6 1.8 4.2 3.0 1.6 4.4 2.0 1.5 3.0
1.7 1.0 2.6 1.8 1.4 2.5 1.7 1.0 2.6 2.0 1.0 3.2
0.1 0.0 0.5 0.2 0.0 0.5 0.1 0.0 0.4 0.0 0.0 0.4
7.7 3.3 9.9 5.6 3.8 8.0 8.0 4.6 9.3 6.0 3.2 10.0
0.0 0.0 0.4 0.0 0.0 1.0 0.0 0.0 1.0 0.0 0.0 1.2
0.9 0.0 2.1 1.0 0.4 2.0 0.7 0.0 1.6 0.5 0.0 1.0
0.0 0.0 0.3 0.1 0.0 0.5 0.0 0.0 0.5 0.0 0.0 0.3
0.8 0.0 1.0 0.6 0.0 1.1 0.3 0.0 0.8 0.2 0.0 0.9
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.2 0.0 0.0 0.1
0.9 0.0 1.6 0.6 0.0 2.0 1.0 0.0 2.4 0.2 0.0 2.0
21.3 17.0 25.7 22.3 16.5 25.8 23.1 16.1 28.7 22.2 16.5 29.0
58.6 48.4 67.8 60.4 50.5 67.0 61.4 52.5 65.7 64.7 51.6 73.0
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TABLE NO. 2
ALL OFFICES
Median
Middle 50%
POP. UNDER 25,000
Middle 50% 
Median Range
25,000—50,000
Middle 50% 
Median Range
From To From To From To
Fee Production % % % % % % % % %
46.7 33.6 64.1 46.9 35.0 60.0 41A 34.5 65.0
By staff accountants.............................. 44.1 30.2 57.7 43.7 33.3 57.6 46.6 28.0 58.8
By office s ta ff .......................................... 5.0 2.2 9.9 7.5 5.0 12.5 7.3 2.8 10.4
Expense Items
Salaries, staff accountants.................... 25.1 19.6 32.0 26.3 20.8 34.0 25.0 19.9 31.8
Salaries, office s ta f f ................................ 8.6 5.1 11.3 10.0 7.2 12.5 9.4 6.0 13.0
Employee benefits.................................. 8.4 0.0 8.9 0.0 0.0 1.0 0.0 0.0 1.0
Payroll taxes and other c o s ts .............. 1.0 0.6 1.9 0.8 0.6 1.2 1.0 0.7 1.5
Total payroll and benefits.................. 35.5 28.9 43.6 39.4 34.0 47.3 35.4 30.8 43.5
Professional dues and meetings............ 0.6 0.4 1.0 0.8 0.4 1.0 0.5 0.3 1.0
Tax services, subscriptions, etc.............. 1.1 0.8 1.7 1.5 1.0 2.0 1.0 0.9 1.5
Staff training, special study, etc............ 0.0 0.0 0.1 0.0 0.0 0.2 0.0 0.0 0.0
Total professional development . . . . 2.0 1.3 2.9 2.6 1.5 3.4 1.9 1.3 3.2
Entertainment and other client
and public re la tions.......................... 1.9 0.9 3.6 1.3 0.4 2.2 1.1 0.0 2.9
Occupancy .............................................. 4.8 3.5 6.2 4.0 2.7 5.4 4.1 3.0 5.0
Office supplies ........................................ 2.2 1.6 3.0 2.5 2.0 3.0 2.7 2.0 3.7
Telephone and te legraph ...................... 1.3 1.0 1.9 1.3 0.9 1.7 1.1 0.9 1.8
Equipment maintenance........................ 0.2 0.1 0.5 0.3 0.0 0.6 0.2 0.0 0.5
Automobile (including depreciation). . 3.4 2.2 5.0 4.0 2.1 5.4 3.4 1.9 5.3
Travel ...................................................... 0.3 0.0 1.2 0.1 0.0 1.1 0.6 0.0 1.8
Depreciation .......................................... 1.3 0.7 1.6 1.6 1.0 2.3 1.6 0.8 2.5
Taxes (excluding income and payroll). 0.1 0.0 0.3 0.1 0.0 0.3 0.1 0.0 0.3
Insurance ................................................ 0.5 0.1 1.1 0.5 0.1 0.9 0.6 0.3 1.0
Outside services .................................... 0.0 0.0 0.2 0.0 0.0 0.0 0.0 0.0 0.4
Other office expense................................ 0.7 0.1 1.7 0.5 0.0 1.4 0.9 0.3 1.7
Total office and administrative
expense ............................................ 17.1 13.5 21.0 15.2 12.5 20.2 18.7 13.6 23.4
Net Income
Net income ............................................ 41.0 35.0 48.6 40.0 34.0 45.9 40.2 36.3 45.9
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Sole practitioner (1 to 4 staff)
50,000—100,000 100,000—500,000 500,000—1,000,000 Over 1,000,000
Middle 50% Middle 50% Middle 50% Middle 50%
Median Range Median Range Median Range Median Range
From To From To From To From To
% % % % % % % % % % % %
50.0 40.5 60.0 43.8 30.0 60.0 45.0 30.0 65.0 50.0 40.0 70.0
45.0 33.7 54.5 45.0 35.0 60.0 50.0 30.0 62.7 40.0 25.0 55.0
5.0 0.0 10.0 7.2 5.0 10.0 7.7 0.5 10.0 0.0 0.0 8.0
25.1 18.5 30.0 25.1 19.2 30.6 24.0 17.8 30.2 25.0 20.0 33.3
9.2 6.0 11.3 8.4 5.1 10.2 8.1 4.5 10.6 7.4 3.2 11.0
0.0 0.0 0.6 0.3 0.0 1.0 0.0 0.0 0.4 0.1 0.0 1.0
1.0 0.8 1.3 1.0 0.7 1.4 1.0 0.6 1.5 1.0 0.6 1.5
36.0 25.5 42.5 35.2 30.2 41.3 34.9 25.7 39.8 33.3 26.5 44.7
0.5 0.4 1.0 0.6 0.4 1.0 0.6 0.4 1.0 0.5 0.3 1.0
1.0 0.9 1.5 1.3 0.8 2.0 1.0 0.5 1.6 1.0 0.8 1.5
0.0 0.0 0.3 0.0 0.0 0.2 0.0 0.0 0.1 0.0 0.0 0.1
1.9 1.5 2.9 2.0 1.3 3.0 1.9 1.3 2.7 1.7 1.2 2.5
1.6 0.8 3.7 1.6 1.0 3.5 2.0 0.8 3.1 3.0 1.5 5.0
5.0 3.8 5.8 5.2 4.0 6.7 5.9 4.1 6.6 5.0 3.7 7.0
2.0 1.6 2.9 2.3 1.6 3.0 2.0 1.5 2.9 2.0 1.1 2.9
1.2 1.0 1.7 1.4 1.1 1.9 1.2 0.9 2.1 1.5 1.1 2.0
0.3 0.1 0.5 0.2 0.1 0.5 0.1 0.0 0.5 0.1 0.0 0.4
3.6 2.2 4.7 3.0 2.5 5.0 2.9 1.9 4.7 3.5 2.2 5.0
0.0 0.0 1.1 0.5 0.0 1.4 0.1 0.0 1.2 0.3 0.0 1.0
1.2 1.0 2.0 1.2 0.9 1.7 1.1 0.8 2.0 0.7 0.1 1.2
0.1 0.0 0.3 0.1 0.0 0.3 0.1 0.0 0.4 0.1 0.0 0.3
0.4 0.1 0.6 0.5 0.1 0.8 0.3 0.0 0.9 0.5 0.1 1.0
0.0 0.0 0.0 0.0 0.0 0.1 0.0 0.0 0.0 0.0 0.0 0.3
0.9 0.5 2.0 0.6 0.1 2.0 1.0 0.1 1.8 0.7 0.0 1.5
17.3 13.9 20.7 17.1 14.4 20.8 18.2 14.3 20.9 17.0 13.0 20.8
42.2 37.6 50.7 41.0 34.0 47.9 43.0 36.8 51.0 40.7 34.0 50.0
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TABLE NO. 3
ALL OFFICES POP. UNDER 100,000
Middle 50% Middle 50%
Median Range Median Range
From To From To
Fee Production %
By p artners .................................................... 20.0
By staff accountants....................................  70.0
By office staff .............................................. 5.0
Expense Items
Salaries, staff accountants............................  41.9
Salaries, office staff......................................  8.0
Employee benefits........................................ 0.8
Payroll taxes and other costs....................  1.3
Total payroll and benefits......................  52.0
Professional dues and meetings..................  0.4
Tax services, subscriptions, etc...................  1.0
Staff training, special study, etc.................. 0.0
Total professional development ............  1.7
Entertainment and other client 
and public relations ................................  1.6
Occupancy ....................................................  4.9
Office supplies .............................................. 2.0
Telephone and telegraph ............................  1.3
Equipment maintenance ............................  0.3
Automobile (including depreciation) . . . .  1.7
Travel ............................................................ 0.9
Depreciation ................................................ 1.0
Taxes (excluding income and payroll). . .  0.1
Insurance ...................................................... 0.5
Outside services............................................  0.0
Other office expense....................................  1.0
Total office and administrative expense. 16.1 
Net Income
Net income ..................................................  25.7
% % % % %
15.0 30.0 21.1 20.0 30.0
60.5 79.8 69.4 60.0 73.0
0.0 10.0 7.0 0.0 14.0
36.0 45.0 37.5 32.0 41.9
6.0 11.0 8.0 5.3 13.3
0.0 1.1 0.0 0.0 1.0
1.0 2.0 1.5 1.3 2.0
47,9 57.0 50.2 47.2 51.9
0.2 0.7 0.4 0.2 0.8
0.6 1.2 1.0 0.7 1.2
0.0 0.5 0.0 0.0 0.1
1.0 2.0 1.7 1.0 2.0
1.0 3.0 1.3 1.0 2.0
3.2 6.0 3.6 3.0 4.9
1.4 3.3 3.0 1.4 4.3
1.0 1.5 1.3 1.0 2.0
0.1 0.5 0.4 0.2 0.6
1.0 2.5 2.0 1.5 3.3
0.1 1.5 0.9 0.0 1.0
0.5 2.0 1.5 0.7 4.0
0.0 0.4 0.3 0.1 0.7
0.3 0.7 0.7 0.3 1.1
0.0 0.3 0.0 0.0 1.0
0.4 2.5 1.6 0.5 3.0
14.0 19.4 19.2 13.2 23.0
21.3 31.0 30.4 22.2 31.9
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Sole practitioner (5  or more staff)
100,000—500,000 500,000—1,000,000 Over 1,000,000
Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range
From To From To From To
% % % % % % % % %
33.2 13.3 36.5 15.0 10.0 17.5 19.0 15.0 62.5
65.0 59.1 79.8 78.0 70.0 80.0 65.0 5.0 75.9
5.0 0.0 10.9 5.0 5.0 10.0 4.8 0.0 10.0
45.0 39.5 50.3 41.7 35.8 45.0 43.9 39.0 45.0
9.4 6.8 10.5 7.0 6.0 8.1 9.5 6.0 11.0
0.8 0.7 1.2 0.3 0.0 1.5 1.0 0.5 1.1
1.2 1.2 1.7 1.3 1.0 1.6 1.3 1.0 2.8
55.5 49.6 62.1 53.0 47.6 57.0 55.6 50.0 58.5
0.5 0.3 1.1 0.4 0.1 0.7 0.3 0.1 0.5
0.7 0.6 1.1 1.0 0.9 1.2 1.0 0.5 1.1
0.5 0.0 0.8 0.0 0.0 0.0 0.2 0.1 0.5
1.9 1.6 2.3 1.5 1.1 1.9 1.5 1.0 2.0
1.6 1.0 3.5 1.5 0.7 2.5 3.0 1.0 4.2
5.0 2.6 6.1 5.0 4.6 6.8 5.0 3.5 5.4
2.2 1.2 3.5 2.0 1.8 3.9 1.9 1.0 3.0
1.4 1.1 1.8 1.5 1.3 2.3 1.0 0.7 1.1
0.2 0.0 0.3 0.5 0.0 1.1 0.3 0.1 0.5
1.5 0.7 2.6 1.9 1.1 2.8 1.0 1.0 2.2
1.5 0.6 8.8 1.1 0.1 1.5 0.6 0.2 3.0
1.1 0.4 1.7 2.6 1.2 3.1 0.5 0.2 1.0
0.2 0.0 1.0 0.0 0.0 0.2 0.0 0.0 0.4
0.5 0.1 0.7 0.5 0.3 1.0 0.5 0.4 0.5
0.0 0.0 0.1 0.1 0.0 0.3 0.0 0.0 0.5
2.0 0.8 3.3 0.7 0.0 1.1 1.2 0.5 3.0
14.5 14.0 24.2 17.0 15.8 19.6 14.8 10.4 18.5
23.3 19.8 27.2 26.0 23.4 32.7 23.7 21.0 29.0
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TABLE NO. 4
ALL OFFICES POP. UNDER 25,000 25,000—50,000
Middle 50% 
Median Range
Middle 50% 
Median Range
Middle 50% 
Median Range
From To ' From To From To
Fee Production % % % % % % % % %
By partners.............................................. 64.9 51.5 81.3 68.0 59.8 86.0 56.0 40.0 75.6
By staff accountants.............................. 27.9 13.3 40.8 22.5 0.0 33.8 32.5 10.5 47.1
By office s ta ff .......................................... 5.5 1.2 9.7 9.0 4.9 12.0 9.7 5.3 11.2
Expense Items
Salaries, staff accountants .................... 17.4 7.6 24.0 12.5 0.0 19.5 22.1 6.7 25.8
Salaries, office s ta f f ................................ 7.7 5.6 10.6 9.2 7.5 15.0 8.0 5.9 10.8
Employee benefits.................................. 0.3 0.0 0.7 0.0 0.0 0.5 0.0 0.0 1.1
Payroll taxes and other c o s ts .............. 0.9 0.5 1.1 0.8 0.5 1.1 1.0 0.5 1.5
Total payroll and benefits.................. 27.0 17.8 35.3 24.1 16.5 31.3 33.8 18.8 36.3
Professional dues and meetings............ 0.6 0.4 1.1 0.7 0.5 1.1 0.8 0.5 2.0
Tax services, subscriptions, etc.............. 1.0 0.7 1.4 1.0 0.9 1.6 1.3 0.9 2.0
Staff training, special study, etc............ 0.0 0.0 0.1 0.0 0.0 0.1 0.0 0.0 0.0
Total professional developm ent___ 1.8 1.2 2.4 1.9 1.6 2.5 2.7 1.6 3.4
Entertainment and other client
and public relations .......................... 1.4 0.6 2.6 0.8 0.3 1.4 0.9 0.5 2.2
Occupancy .............................................. 4.6 3.1 5.9 4.0 2.8 5.0 3.9 3.3 5.2
Office supplies ........................................ 2.3 1.7 3.1 2.6 1.6 3.1 2.9 2.1 3.8
Telephone and telegraph ...................... 1.3 1.0 1.9 1.2 1.0 2.0 1.4 0.8 1.8
Equipment m aintenance........................ 0.1 0.0 0.4 0.1 0.0 0.3 0.2 0.0 0.5
Automobile (including depreciation).. 2.7 0.9 4.7 2.4 1.0 4.0 3.2 1.1 4.0
Travel ...................................................... 0.3 0.0 1.3 0.0 0.0 0.7 0.0 0.0 0.9
Depreciation .......................................... 1.0 0.5 1.5 1.4 1.0 1.8 1.5 0.9 2.0
Taxes (excluding income and payroll). 0.1 0.0 0.4 0.1 0.0 0.4 0.1 0.0 0.4
Insurance ................................................ 0.4 0.1 0.8 0.4 0.1 1.0 0.4 0.1 0.9
Outside services .................................... 0.0 0.0 0.1 0.0 0.0 0.0 0.0 0.0 0.1
Other office expense................................ 0.5 0.1 1.4 0.4 0.1 1.7 0.5 0.1 1.0
Total office and administrative 
expense ............................................ 15.3 12.2 19.2 14.5 12.2 16.9 17.0 13.1 19.8
Net Income
Net income, before partners’ salaries.. 
Partners’ salaries ..................................
54.0 46.7 61.3 58.7 54.4 63.0 48.7 42.0 57.7
37.2 28.4 45.9 35.6 24.7 48.0 32.6 29.1 44.0
Net income available for profit sharing 13.7 8.4 23.4 19.1 11.8 34.2 9.8 5.9 21.0
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Two-three partners (less than 5 staff)
50,000—100,000 100,000—500,000 500,000—1,000,000 Over 1,000,000
Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range
From To From To From To From To
% % % % % % % % % % % %
77.0 58.8 90.0 64.0 50.0 79.7 67.6 53.0 80.0 62.1 50.0 80.0
20.4 0.0 27.3 27.0 17.7 40.5 30.0 12.0 42.6 30.9 20.0 45.5
5.0 0.0 10.0 5.0 0.6 10.0 5.0 0.0 9.2 4.0 0.0 8.3
13.9 3.9 20.9 17.2 9.5 25.8 18.1 8.1 22.3 18.7 10.0 25.0
8.3 5.8 10.3 7.5 5.4 10.3 7.6 5.1 9.4 7.0 5.0 9.7
0.1 0.0 0.6 0.2 0.0 0.5 0.2 0.0 0.5 0.5 0.0 1.0
0.8 0.4 1.1 0.9 0.5 1.1 0.7 0.5 0.9 0.9 0.5 1.1
23.6 15.7 31.5 26.7 19.5 35.2 28.9 19.7 31.5 27.0 17.0 38.8
0.5 0.4 1.0 0.7 0.4 1.0 0.6 0.3 1.1 0.5 0.3 0.9
1.2 0.7 1.6 0.8 0.6 1.1 1.0 0.7 1.4 0.9 0.6 1.2
0.0 0.0 0.0 0.0 0.0 0.2 0.0 0.0 0.0 0.0 0.0 0.2
2.0 1.3 2.4 1.7 1.2 2.4 1.5 1.0 2.4 1.6 1.0 2.2
0.8 0.3 1.3 1.0 0.4 2.3 0.9 0.1 2.0 2.3 1.0 3.8
4.5 2.4 5.6 4.5 3.3 5.6 5.1 3.7 7.2 4.9 3.0 6.4
2.4 1.9 3.2 2.3 1.8 2.9 2.3 2.0 3.6 2.0 1.4 3.0
1.0 0.9 1.4 1.4 1.0 2.0 1.5 1.0 2.2 1.4 1.0 2.0
0.2 0.0 0.3 0.2 0.0 0.4 0.1 0.0 0.4 0.0 0.0 0.3
2.1 0.0 3.5 3.2 1.4 5.1 1.4 0.0 5.5 3.0 1.0 5.0
0.3 0.0 1.1 0.0 0.0 1.0 0.2 0.0 1.0 0.6 0.0 1.9
1.1 0.5 1.7 1.0 0.6 1.6 1.0 0.7 1.5 0.7 0.1 1.1
0.0 0.0 0.2 0.2 0.0 0.4 0.1 0.0 0.3 0.2 0.0 0.4
0.3 0.0 0.7 0.3 0.1 0.5 0.5 0.2 0.7 0.5 0.2 1.0
0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.1 0.0 0.0 0.3
0.3 0.0 1.0 0.5 0.0 1.2 0.8 0.4 1.6 0.6 0.0 1.5
12.8 10.4 17.5 15.7 12.5 19.2 14.3 11.5 20.7 16.1 12.5 20.0
60.1 50.5 66.2 54.3 46.3 59.9 54.5 50.2 64.2 51.6 43.2 60.1
36.0 25.9 48.7 40.1 28.4 46.1 38.5 32.0 47.7 36.9 29.0 44.0
18.4 7.4 27.9 11.2 6.0 19.1 17.0 14.6 20.8 12.1 8.1 22.9
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TABLE NO. 5
ALL OFFICES POP. UNDER 100,000
Middle 50% Middle 50%
Median Range Median Range
From To From To
Fee Production %
By partners.................................................... 34.7
By staff accountants....................................  57.9
By office staff .............................................. 4.9
Expense Items
Salaries, staff accountants............................  33.0
Salaries, office staff......................................  7.6
Employee benefits........................................  0.6
Payroll taxes and other costs....................  1.1
Total payroll and benefits......................  43.2
Professional dues and meetings..................  0.4
Tax services, subscriptions, etc...................  0.7
Staff training, special study, etc.................. 0.0
Total professional development ............  1.1
Entertainment and other client 
and public re lations................................  1.3
Occupancy ....................................................  4.1
Office supplies..............................................  2.0
Telephone and te legraph............................  1.0
Equipment maintenance ............................  0.2
Automobile (including depreciation) ----- 1.4
Travel ............................................................ 0.8
Depreciation ................................................ 0.8
Taxes (excluding income and payroll). . .  0.1
Insurance ...................................................... 0.4
Outside services............................................  0.0
Other office expense......................................  0.5
Total office and administrative expense. 13.1 
Net Income
Net income before partners’ salaries........  41.3
Partners’ sa larie s..........................................  21.6
Net income, available for profit sharing.. 17.1
% % % % %
23.3 45.7 35A 30.0 40.0
47.2 69.8 57.9 51.5 65.0
2.2 8.8 5.0 4.0 9.7
27.3 37.9 31.2 29.4 38.7
5.5 9.4 7.2 4.7 9.1
0.3 1.2 0.5 0.3 1.3
0.9 1.4 1.2 0.8 1.5
35.6 47.2 40.8 36.5 48.3
0.2 0.7 0.5 0.2 0.9
0.4 1.0 0.8 0.6 1.1
0.0 0.2 0.0 0.0 0.1
0.9 1.9 1.5 1.1 2.0
0.5 2.5 0.9 0.3 1.2
3.2 5.5 4.1 2.8 4.9
1.5 2.8 2.7 1.9 3.3
0.7 1.3 1.1 0.8 1.5
0.0 0.3 0.2 0.1 0.3
0.0 2.6 1.9 0.3 2.6
0.1 2.0 1.1 0.0 2.2
0.5 1.4 1.3 0.7 2.0
0.0 0.3 0.1 0.0 0.2
0.2 0.6 0.4 0.2 0.5
0.0 0.1 0.0 0.0 0.1
0.1 1.1 0.4 0.0 1.2
10.7 16.0 15.7 12.3 17.5
35.8 47.5 41.0 35.8 44.8
16.8 30.0 21.3 17.4 24.1
8.0 25.7 21.7 14.2 26.3
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Two-three partners (5  or more staff)
100,000—500,000 500,000—1,000,000 Over 1,000,000
Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range
From To From To From To
% % % % % % % % %
40.9 24.4 46.2 32.5 15.0 50.0 30.0 25.8 46.0
53.0 42.5 70.0 63.2 46.9 77.0 60.0 50.0 69.6
6.1 5.0 10.0 4.4 0.0 8.0 4.0 0.0 7.7
30.6 26.8 34.6 35.3 28.4 39.3 35.3 26.5 39.7
7.4 5.4 9.1 8.5 5.6 8.3 7.8 5.6 10.5
0.5 0.3 1.3 0.2 0.0 0.9 0.8 0.3 1.2
1.0 0.9 1.2 1.1 0.9 1.4 1.1 0.9 1.5
40.0 33.8 43.4 44.0 38.6 50.8 44.0 34.9 49.8
0.5 0.2 0.7 0.4 0.2 1.1 0.3 0.2 0.6
0.8 0.5 1.1 0.5 0.3 1.1 0.5 0.3 0.8
0.0 0.0 0.3 0.0 0.0 0.1 0.0 0.0 0.3
1.4 1.0 2.0 1.0 0.6 2.2 0.8 0.7 1.5
1.0 0.2 2.0 1.6 0.7 2.4 1.8 0.7 3.8
3.7 2.6 5.4 4.4 4.0 6.6 4.1 3.4 5.5
2.1 1.5 2.6 2.8 2.0 5.1 1.6 1.3 2.0
1.0 0.7 1.2 1.1 0.7 1.5 1.0 0.7 1.5
0.2 0.0 0.4 0.1 0.0 0.2 0.2 0.0 0.3
1.6 0.0 3.1 1.7 0.0 3.4 1.0 0.0 2.0
1.0 0.1 2.8 0.1 0.0 1.4 0.8 0.2 1.5
0.9 0.5 1.4 0.8 0.2 1.5 0.6 0.2 0.9
0.1 0.0 0.3 0.2 0.0 0.7 0.2 0.0 0.3
0.3 0.1 0.9 0.3 0.1 0.4 0.4 0.2 0.5
0.0 0.0 0.1 0.0 0.0 0.1 0.0 0.0 0.3
0.3 0.1 1.4 0.3 0.0 1.3 0.6 0.3 1.0
13.1 11.4 18.0 15.0 10.6 20.4 11.3 9.1 13.4
42.3 36.8 48.0 39.5 30.2 46.4 41.8 36.5 47.9
21.8 13.6 28.9 21.2 13.6 25.8 23.3 16.5 35.7
18.5 9.6 27.2 22.9 6.2 28.3 11.9 7.6 18.3
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TABLE NO. 6
ALL OFFICES POP. UNDER 100,000
Middle 50% Middle 50%
Median Range Median Range
From To From To
Fee Production %
By partners.................................................... 53.5
By staff accountants....................................  40.5
By office staff .............................................. 5.0
Expense Items
Salaries, staff accountants............................  23.6
Salaries, office staff......................................  7.8
Employee benefits........................................  0.7
Payroll taxes and other costs....................  0.9
Total payroll and benefits......................  33.1
Professional dues and meetings..................  0.6
Tax services, subscriptions, etc...................  0.8
Staff training, special study, etc.................. 0.0
Total professional developm ent............  1.5
Entertainment and other client 
and public re la tions................................  1.2
Occupancy .................................................... 4.5
Office supplies .............................................. 2.1
Telephone and te legraph............................  1.1
Equipment maintenance ............................  0.3
Automobile (including depreciation) ___  0.9
Travel ............................................................ 0.5
Depreciation ................................................ 1.0
Taxes (excluding income and payroll). . .  0.1
Insurance ...................................................... 0.3
Outside services............................................ 0.0
Other office expense......................................  0.8
Total office and administrative expense. 14.3 
Net Income
Net income before partners’ salaries........  47.6
Partners’ salaries .......................................... 27.5
Net income, available for profit sharing.. 19.1
% % % % %
38.3 70.0 60.0 32.5 72.5
24.7 59.3 35.0 20.0 59.5
0.0 8.0 5.0 0.0 8.0
17.0 33.6 21.5 13.5 22.8
6.1 9.1 8.2 6.5 9.1
0.3 1.0 0.3 0.1 0.9
0.6 1.2 0.7 0.6 1.1
26.4 44.4 32.4 22.3 37.4
0.4 1.0 0.5 0.4 1.1
0.5 1.1 0.9 0.7 1.2
0.0 0.1 0.0 0.0 0.1
1.1 2.2 1.4 1.0 2.1
0.5 1.8 0.5 0.2 1.4
3.1 5.5 4.5 3.0 5.2
1.7 2.9 2.9 2.0 3.4
0.9 1.5 1.3 1.0 1.6
0.1 0.5 0.4 0.2 0.5
0.0 2.5 1.0 0.0 2.6
0.0 1.3 0.6 0.0 1.1
0.6 1.3 1.2 0.8 1.9
0.0 0.2 0.1 0.0 0.3
0.1 0.4 0.4 0.2 0.5
0.0 0.1 0.0 0.0 0.0
0.3 2.0 0.4 0.0 1.4
10.7 16.4 14.6 10.5 18.5
40.2 57.6 56.7 43.1 61.5
21.6 35.2 28.8 26.7 39.1
11.0 27.6 13.5 9.5 30.6
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Four-six partners (less than 20 staff)
100,000—500,000 500,000—1,000,000 Over 1,000,000
Median
Middle 50% 
Range Median
Middle 50% 
Range Median
Middle 50% 
Range
From To From To From To
% % % % % % % % %
50.0 35.0 62.4 67.0 40.0 81.1 45.1 37.5 59.1
44.4 30.8 60.8 23.0 5.0 52.5 44.9 40.8 57.1
5.0 2.3 9.9 2.9 0.0 5.0 5.0 0.0 9.9
22.4 16.7 31.6 23.6 12.3 32.1 30.6 25.9 35.0
8.2 6.7 10.2 7.3 5.5 7.9 6.4 5.5 10.2
1.0 0.3 1.2 0.8 0.5 0.9 0.8 0.7 1.7
0.9 0.7 1.3 0.7 0.6 1.0 1.1 0.8 1.2
32.4 26.3 43.6 32.9 18.3 40.5 41.3 33.6 47.7
0.7 0.4 1.0 0.9 0.6 1.4 0.2 0.1 0.5
0.6 0.5 1.1 0.8 0.6 1.4 0.6 0.4 0.8
0.0 0.0 0.1 0.0 0.0 0.3 0.0 0.0 0.2
1.5 1.2 2.2 2.2 1.6 2.7 1.0 0.9 1.2
0.9 0.6 1.4 1.4 0.8 2.4 1.7 1.1 3.6
3.9 3.0 5.1 5.0 2.9 5.8 5.4 3.7 6.4
2.3 1.8 2.9 2.1 1.3 2.7 1.4 1.2 1.8
1.1 0.8 1.6 1.1 1.0 1.4 1.0 0.8 1.3
0.3 0.2 0.5 0.1 0.0 0.3 0.2 0.1 0.5
0.6 0.0 2.0 2.7 0.0 3.8 0.4 0.0 1.5
0.5 0.0 1.4 1.0 0.0 1.3 0.2 0.0 2.3
1.0 0.8 1.3 0.6 0.0 1.4 0.5 0.2 0.7
0.2 0.1 0.2 0.1 0.0 0.4 0.2 0.0 0.2
0.3 0.2 0.4 0.2 0.0 0.7 0.4 0.1 0.4
0.0 0.0 0.1 0.0 0.0 0.1 0.0 0.0 0.1
0.7 0.3 2.4 1.0 0.6 2.9 1.1 0.6 1.9
14.2 10.2 15.4 15.0 12.4 19.5 12.7 10.8 15.7
47.5 41.0 56.7 46.9 42.7 64.6 43.2 35.5 49.9
28.8 20.7 36.0 26.8 22.5 44.0 25.6 18.4 30.5
18.2 9.7 21.0 19.6 11.3 26.6 23.7 14.2 28.9
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TABLE NO. 7
Four-six partners (20  or more staff)
ALL OFFICES POP. OVER 1,000,000*
Middle 50% Middle 50%
Median Range Median Range
From To From To
Fee Production %
By partners .......................................... 27.5
By staff accountants ..........................  70.7
By office staff . ...................................  3.5
Expense Items
Salaries, staff accountants..................  36.2
Salaries, office s ta f f ............................  8.2
Employee benefits ..............................  1.1
Payroll taxes and other costs..............  1.0
Total payroll and benefits ............  45.3
Professional dues and meetings..........  0.3
Tax services, subscriptions, etc.........  0.4
Staff training, special study, etc........ 0.3
Total professional development . .  1.0
Entertainment and other client 
and public relations ......................  1.8
Occupancy .......................................... 4.0
Office supplies ....................................  1.8
Telephone and telegraph......................  0.9
Equipment maintenance ....................  0.2
Automobile (including depreciation) 0.3
Travel ..................................................  0.3
Depreciation ........................................  1.2
Taxes (excluding income and payroll) 0.1
Insurance .............................................. 0.3
Outside services ..................................  0.1
Other office expense ..........................  0.9
Total office and administrative 
expense ........................................  12.3
Net Income
Net income .......................................... 37.0
Partners’ salaries ................................  22.5
Net income available for
profit sharing ..................................  18.9
% % % % %
22.5 34.5 30.0 22.8 35.0
64.4 76.4 70.0 60.0 77.1
0.0 5.0 0.0 0.0 3.6
33.7 38.5 36.3 33.9 41.4
7.4 10.2 8.1 7.4 9.4
0.8 1.3 1.1 0.8 1.3
0.9 1.2 1.0 0.9 1.2
43.8 51.2 48.7 45.2 52.8
0.2 0.5 0.3 0.2 0.4
0.3 0.6 0.4 0.3 0.5
0.0 0.9 0.0 0.0 0.5
0.8 2.3 0.9 0.8 1.3
1.0 3.0 1.9 1.0 3.1
3.1 4.9 4.0 3.4 4.8
1.3 2.5 1.6 1.3 2.4
0.7 1.1 0.9 0.7 1.0
0.2 0.3 0.2 0.1 0.3
0.0 1.8 0.1 0.0 1.9
0.0 0.9 0.1 0.0 0.6
0.7 1.5 1.1 0.7 1.4
0.1 0.2 0.2 0.1 0.3
0.3 0.6 0.5 0.3 0.7
0.0 0.4 0.2 0.0 0.6
0.3 1.8 1.0 0.5 1.7
10.3 14.0 10.6 10.3 14.9
32.3 42.0 33.7 31.6 38.3
15.1 23.5 23.2 14.0 26.4
8.7 21.4 17.8 8.7 19.8
* Too few replies in other population groups for separate classification.
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TABLE NO. 8 
Over six partners
ALL OFFICES POP. UNDER 1,000,000 Over 1,000,000
Median Range Median Range Median Range
From To From To From To
Middle 50% Middle 50% Middle 50%
Fee Production % % % % % % % % %
By partners ............................................ 33.4 25.3 35.9 35.4 30.0 48.6 20.0 14.0 27.9
By staff accountants.............................. 64.3 57.7 72.6 58.9 43.6 66.5 77.0 67.0 83.0
By office staff ........................................ 3.7 1.2 6.1 5.0 2.0 7.1 3.0 0.0 5.9
Expense Items
Salaries, staff accountants .................... 34.0 27.4 37.9 29.4 24.0 34.3 38.9 34.2 42.2
Salaries, office s ta f f ................................ 8.2 6.5 9.7 7.8 6.3 11.0 8.7 6.1 10.3
Employee benefits.................................. 0.7 0.4 1.3 0.8 0.4 1.2 0.7 0.2 1.7
Payroll taxes and other costs.............. 0.9 0.8 1.0 0.9 0.8 1.0 1.1 0.8 1.4
Total payroll and benefits.................. 45.8 37.0 48.1 38.6 34.3 46.3 50.9 44.9 54.7
Professional dues and meetings............ 0.7 0.4 1.2 1.0 0.6 1.9 0.4 0.1 1.0
Tax services, subscriptions, etc.............. 0.5 0.3 0.9 0.7 0.4 0.9 0.4 0.2 0.7
Staff training, special study, etc............. 0.1 0.0 0.5 0.1 0.0 0.2 0.2 0.1 0.9
Total professional development........ 1.5 0.9 2.4 1.8 1.2 2.7 0.9 0.7 2.6
Entertainment and other client
and public relations............................ 1.1 0.3 2.1 1.0 0.5 2.0 1.1 0.3 2.0
Occupancy .............................................. 3.8 3.3 4.2 4.0 3.5 4.5 3.5 3.0 3.8
Office supplies ........................................ 2.1 1.4 2.7 2.2 1.8 2.9 1.6 1.3 2.0
Telephone and telegraph ...................... 0.7 0.5 1.0 1.0 0.8 1.1 0.5 0.4 0.5
Equipment maintenance ...................... 0.2 0.1 0.3 0.3 0.2 0.3 0.1 0.0 0.2
Automobile (including depreciation).. 0.0 0.0 0.2 0.0 0.0 0.0 0.0 0.0 0.1
Travel ...................................................... 0.3 0.2 1.1 0.6 0.1 1.6 0.1 0.0 0.2
Depreciation .......................................... 0.7 0.4 1.1 1.0 0.9 1.3 0.3 0.0 0.6
Taxes (excluding income and payroll). 0.2 0.1 0.3 0.1 0.1 0.1 0.3 0.1 0.4
Insurance ................................................ 0.3 0.2 0.5 0.3 0.2 0.4 0.5 0.2 0.8
Outside services .................................... 0.0 0.0 0.1 0.0 0.0 0.1 0.0 0.0 0.1
Other office expense................................ 1.1 0.3 3.4 1.1 0.4 3.3 0.5 0.3 0.6
Total office and administrative 
expense ............................................ 11.0 8.7 12.6 11.3 9.2 14.3 10.4 8.4 11.6
Net Income
Net income, before partners’ salaries.. 
Partners’ sa laries....................................
40.6 36.4 49.3 46.8 40.5 50.7 36.5 31.9 43.1
18.0 12.1 21.7 17.0 14.1 24.2 15.7 9.8 22.4
Net income available for profit sharing 22.1 14.4 30.7 21.6 12.4 33.7 22.5 19.4 25.5
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Appendix C
Questionnaire Used for This Study
Survey of Accounting Office Expenses
Conducted under the program on Economics of Accounting Practice 
of the American Institute of Certified Public Accountants
Instructions for completing questionnaire:
1. Please use your most recent year as the basis for your replies.
2. Answers should be expressed as a percentage of gross annual 
fees, carried to the nearest tenth.
3. Some of the questions may combine several items on your 
chart of accounts, or will not match it in other ways. However, 
please make every effort to conform to these categories.
4. When exact figures are not available for certain items, an in­
formed estimate should be made.
5. Expenses cited should be only those which are not directly 
reimbursed by the client.
6. The numbers preceding each item are merely for tabulating 
purposes and should be disregarded.
7. Please answer all questions only for the office to which the 
questionnaire is directed.
Your cooperation in returning the questionnaire before January 
5 ,1959  will be appreciated.
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Classification Data
Please check ( V ) one box in each category.
Item
1. Regional Location of the Office
1. □  New England (Me., N. H., Vt., Mass., R. I., Conn.)
2. □  Middle East (Del., D. C., Md., N. J., N. Y., Pa., W. Va.)
3. □  Southeast (Ala., Ark., Fla., Ga., Ky., La., Miss., N. C.,
S. C., Tenn., Va.)
4. □  Central (Ill., Ind., Ia., Mich., Minn., Mo., Ohio, Wis.)
5. □  Northwest (Col., Idaho, Kan., Mont., Neb., N. D., S. D.,
Utah, Wyo.)
6. □  Southwest (Ariz., N. Mex., Okla., Tex.)
7. □  Far West (Cal., Nev., Ore., Wash.)
2. Population of Metropolitan Area
1. D  Under 25,000
2. □  25,000-50,000
3. □  50,000-100,000
4. □  100,000-500,000
5. □  500,000-1,000,000
6. □  Over 1,000,000
3. Size of Office
1. □  Individual practitioner (no full-time professional staff)
2. □  Individual practitioner (less than 5 staff)
3. □  Individual practitioner (5 or more staff)
4. □  2-3 partners (less than 5 staff)
5. □  2-3 partners (5 or more staff)
6. □  4-6 partners (less than 20 staff)
7. □  4-6 partners (20 or more staff)
8. □  Over 6 partners (less than 20 staff)
9. □  Over 6 partners (20 or more staff)
41
4. Gross Annual Fee Classification
1. □  Less than $25,000
2. □  $25,000-50,000
3. □  $50,000-100,000
4. □  $100,000-250,000
5. □  $250,000-500,000
6. □  $500,000-1,000,000
7. □  Over $1,000,000
5. Accounting Basis
1. □  Cash
2. □  Accrual
3. □  Hybrid
Please estimate the percentage of gross fees produced by the following 
groups.
6 - 7 - 8 _______ % Partners or proprietor
9 -10-11_______ % Staff accountants
12-13-14_______ % General office (steno, typists, machines, etc.)
100.0 % Total gross fees
Expense Items
100.0 % =  Gross Fees
Staff Compensation
15-16-17_______ Salaries, overtime and bonuses—professional staff
18-19-20_______ Salaries, overtime and bonuses—general office staff
21-22-23 ----------- Employee benefits (e.g., group life, accident and
health, hospitalization, etc.)
24-25-26 _______ Payroll taxes and other direct costs (FICA, com­
pensation insurance, etc.)
27-28-29 _______ % Total payroll and benefit costs
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Professional Development
30-31-32 _______ Professional dues and meetings
33-34-35 _______ Tax services, books and subscriptions
36-37-38 _______ Staff training, special study and other professional
development activity
39-40-41 _______ % Total professional development
expense
Client and Public Relations
42-43-44 _______ Entertainment, client information bulletin, dues
and expense in non-professional organizations, 
etc.
45-46-47 _______ Contributions
48-49-50 _______ % Total client and public relations
expense
Office and Administrative Expenses
15-16-17_______ Occupancy expense (rent, leasehold improvements
and utilities; or depreciation, maintenance, taxes, 
interest and insurance of buildings)
18-19-20_______ Office supplies and expense, including postage
21-22-23 _______ Telephone and telegraph
24-25-26 _______ Equipment maintenance and repair
27-28-29 _______ Automobile expense (including depreciation)
30-31-32 _______ Travel (other than automobile)
33-34-35 _______ Depreciation (other than occupancy
and automobile)
36-37-38 _______ Taxes (other than income or payroll)
39-40-41 _______ Insurance—firm (e.g., comprehensive liability; ac­
countants’ liability; valuable papers; protection 
of money, furnishings and equipment)
42-43-44 _______ Legal and other outside services
45-46-47 _______ Other expenses
48-49-50 _______ % Total office and administrative
expense
Net Income
67-68-69 _______ % Net income, before partners’ salaries
70-71-72 _______ % Partners’ salaries
73-74-75 _______ % Net income, available for partners’ profit sharing
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